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Pepper Company Annual Report for 1966 


Highlights of the Year 

1966 

1965 

1964 

Gross Profit. 

... $ 16 , 562,207 

14,729,741 

13,247,283 

Profits Before Income Taxes. 

.... 5 , 416,665 

4,515,143 

3,591,555 

Provision for Income Taxes. 

.... 2 , 552,086 

2,165,430 

1,748,765 

Profits After Income Taxes . 

.... 2 , 864,579 

2,349,713 

1,842,790 

Depreciation Charged to Operations. 

. 1 , 094,080 

1,042,477 

960,678 

Number of Shares Outstanding. 

.... 1 , 479,330 

1,474,730 

1,459,230 

Per Share 

Profits Before Income Taxes. 

_ $ 3.66 

3.06 

2.46 

Provision for Income Taxes. 

_ 1.72 

1.47 

1.20 

Profits After Income Taxes. 

_ 1.94 

1.59 

1.26 

Depreciation Charged to Operations. 

.... $ .74 

.71 

.66 


Annual Meeting 

The annual meeting of stockholders will be held on March 28, 1967. A formal notice of this 
meeting, together with proxy and proxy statements, was mailed with this report on or about 
February 25, 1967, at which time proxies were solicited by the management. The information 
herein contained is published solely for the benefit of the company’s stockholders. No state¬ 
ment in this report is made for the purpose of inducing the purchase of securities issued 
by the company. 




































In Memoriam 


On January 9, 1967, death took our 
friend and associate, Wesby Reed Parker. At the peak of a 
highly successful career in the national food industry, he 
resigned his position to come with Dr Pepper Company as 
Executive Vice President in 1956. He was elected to the 
Board of Directors in 1957, he became President in 1958, 
in addition to the duties of the office of President, in 1962 
he became Chairman of the Board and Chief Executive 
Officer. He diligently performed the duties of Chairman of 
the Board of Directors and Chief Executive Officer until 
his untimely death. 

Wesby R. Parker possessed a keen sense of 
humor, integrity, and the ability to challenge his associates 
to maximum performance. He was a man of noble charac¬ 
ter and he gave unstintingly of his ability, his time and 
means to those things calculated to enrich the lives of us all. 

His wide business experience gained 
through his active participation in the management of some 
of the most successful companies operating nationally gave 
him wisdom, vision and sound business judgment. The benefit 
of all this, he gave, in full measure to Dr Pepper Company. 
The progress of our Company speaks eloquently of his un¬ 
usual ability as a business leader. The tremendous growth 
and success of our Company during the last decade is due 
in large measure to his able and dedicated leadership. His 
death is a serious loss to our industry, to this community, 
state, nation and to our Company. 

THEREFORE, BE IT RESOLVED, that 
the Board of Directors of Dr Pepper Company hereby 
expresses its sorrow at the death of Wesby R. Parker and 
extends its sincere sympathy to his beloved wife and daugh¬ 
ters and directs that these resolutions of our appreciation, 
respect and love for our departed friend and associate, be 
spread on the Minutes of this Board and that a copy thereof 
be presented to Mrs. Parker, and to his daughters, Patricia 
Parker Gustke and Elizabeth Parker West. 
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WESBY R. PARKER 










Organization 

Officers 

*Wesby R. Parker, Chairman of the Board 
H. S. Billingsley, President 
:!: * ** W. W. Clements, Executive Vice President 
Harris M. Browder, Vice President 
E. M. Dosser, Vice President 
Charles P. Grier, Vice President 
T. C. Hunter, Vice President 
W. F. Massmann, Vice President 
John C. Simmons, Vice President 
Robert L. Stone, Vice President 
Hugh Thompson, Vice President 
W. E. Tully, Vice President , Secretary and Treasurer 
Hilton Folkes, Assistant Secretary 
George Dawkins, Controller 


Directors 

H. S. Billingsley, President, Dr Pepper Company, Dallas , Texas 
Harris M. Browder, Vice President, Dr Pepper Company, Dallas, Texas 
Don C. Bryan, Investments, Montgomery, Alabama 
**W. W. Clements, Executive Vice President, Dr Pepper Company, Dallas, Texas 

Robert B. Cullum, Chairman of the Board, Tom Thumb Stores, Inc., and President, A. W . Cullum & Company, Dallas, Texas 
Raymond H. Cummins, President and Chief Executive Officer, Goldsmith's Department Store, Memphis, Tenn., and Vice President, 

Federated Department Stores, Inc. 

J. W. Davis, Dr Pepper Bottling Company, Roanoke, Virginia 
E. E. Fogelson, Independent Oil Operator, Dallas, Texas 
S. M. Leftwich, Attorney at Law, Dallas, Texas 

*Wesby R. Parker, Chairman of the Board, Dr Pepper Company, Dallas, Texas 
Joe S. Rice, Dr Pepper Bottling Company, Winston-Salem, N. Carolina 

Jack C. Vaughn, President, Vaughn Building Corporation and Vice Chairman of the Board, Empire Life Insurance Company of America, 

Dallas, Texas 

W. D. White, Senior Partner, White, McElroy & White, Attorneys at Law , Dallas, Texas 


*Died January 9, 1967 

** Elected Executive Vice President and a Director January 26, 1967 
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H. S. BILLINGSLEY 










This report of Dr Pepper Company operations for 1966 
is one of exceptional growth and progress. It will be our 
purpose here to provide you, the shareholder, with per¬ 
tinent information concerning the year’s activity and a 
glimpse at some of the factors which will shape the future 
of your company. 

1966 was our most successful year on record. Gains 
were made in important areas where new distribution was 
established during the year. There were significant increases 
in the long established areas. Altogether your company 
recorded a volume gain of better than 13 per cent over 
the previous year. A December increase marked our 68th 
consecutive month in which sales exceeded the same month 
in the previous year. 

Earnings continued to follow the same growth trend that 
has marked Dr Pepper progress for the past ten years — 
up 22 per cent over 1965. 

Dividend payments were increased twice during the year. 
In January your board of directors upped the first quarter 
payment from 20tf to 22Vi* per share. In October the 
board approved a second boost of 2 Vi * per share, increas¬ 
ing the fourth quarter dividend, payable December 1, to 
25*— your company’s 148th consecutive quarterly divi¬ 
dend paid to shareholders. 

Much credit for the outstanding progress as shown in 
this report must go to the late Wesby R. Parker, board 
chairman and chief executive officer, who passed away 
suddenly and unexpectedly on January 9, 1967. Under his 
challenging leadership and capable direction Dr Pepper 
experienced exceptional growth in the past ten years during 
which time your company image and the position of each 
franchise bottling company has been greatly enhanced. As 
the result of his good judgment and foresight, the affairs of 
your company are in excellent condition and in the hands 
of a capable management team which he helped develop 
through a long established management development 
program. 

By year’s end there were 460 franchised bottlers market¬ 
ing Dr Pepper in the United States and Canada. Almost 
without exception excellent Dr Pepper sales growth was 
reported from all bottler franchise areas. Significant im¬ 
provements came about in major markets, two of which 
were Denver and Chicago, where strong sales gains re¬ 
sulted. Another factor continuing to bring significant im¬ 
provement is the merger and consolidation of plant 


operations. A number of smaller bottler operations com¬ 
bined to form larger, stronger companies resulting in sub¬ 
stantial Dr Pepper sales increases. 

Pommac, the Swedish import soft drink being marketed 
by your company, is now available in about 100 distribu¬ 
tion areas. Hustle, a high protein, vitamin-rich drink ac¬ 
quired by Dr Pepper Company in 1965, is being distributed 
through wholesale jobbers in limited areas. This drink has 
experienced good acceptance and continues to show favor¬ 
able growth possibilities. 

Sales of Salute Beverages, a high quality line of flavor 
drinks, were well ahead of the previous year. This line 
provides Dr Pepper bottlers an opportunity to gain added 
volume and be more competitive in their local markets. 

Diet Dr Pepper continued to show steady gain and foun¬ 
tain sales were substantially ahead for the year. 

Dr Pepper packaging includes a variety of sizes in re¬ 
turnable and non-returnable containers both glass and cans 
— a significant factor in your company’s sales since they 
give consumers a wider choice in their buying. 

On April 1, Dr Pepper Company converted from bottler 
syrup to concentrate shipments. Greater convenience, prod¬ 
uct improvement and better quality control prompted the 
change. The program brought about numerous improve¬ 
ments for your company and its bottlers. 

New plant construction and expansion of facilities 
sparked Dr Pepper bottler growth during the year with 
some twelve new plants being completed. 

As in the past, emphasis was on specialized training and 
management development. General Manager Seminars, 
Sales Trainer Workshops and sessions in technical training 
for production employees were conducted during the year. 

In total the year was one of exceptional progress, thanks 
to the outstanding effort of many capable and dedicated in¬ 
dividuals. Like previous successes, it represents a challenge 
in the year ahead. 

Dr Pepper Company gratefully acknowledges the interest 
and support of its stockholders. It is the concensus of your 
present management that 1967 will see Dr Pepper continue 
the steady progress that has marked its success in the past. 



H. S. Billingsley, President 








Dr Pepper Company and Subsidiaries 

Consolidated Balance Sheet 

Year ended December 31 , 1966 with comparative figures for 1965 


Assets 



Current assets: 

1966 

1965 

Cash (including time deposits and short-term government 



securities, $3,875,000). 

$ 4 , 265,740 

3,513,549 

Receivables: 



Accounts receivable — trade . 

1 , 922,002 

1,645,640 

Sundry notes and accounts receivable — partially secured. 

463,790 

491,584 

Total receivables. 

2 , 385,792 

2,137,224 

Inventories, at lower of cost (first-in, first-out) or market. 

1 , 571,087 

1,290,736 

Prepaid expenses. 

690,590 

610,940 

Total current assets. 

8 , 913,209 

7,552,449 

Investments and notes receivable. 

243,079 

328,027 

Property, plant and equipment — at cost, less customers' deposits on 



bottles and cases, $344,811 ($336,248 in 1965). 

12 , 577,135 

12,446,365 

Less accumulated depreciation. 

6 , 225,129 

6,045,277 

Net property, plant and equipment. 

6 , 352,006 

6,401,088 

Formulae, trademarks and goodwill, at cost or nominal value. 

272,910 

272,910 


$ 15 , 781,204 

14,554,474 

See accompanying notes to consolidated financial statements. 

















































Liabilities and Stockholders* Equity 


Current liabilities: 

Notes payable and current installments of long-term debt. 

Accounts payable and accrued expenses. 

Federal and state income taxes. 

Total current liabilities. 

Long-term debt, excluding current installments. 

Stockholders’ equity: 

Common stock without par value. Authorized 1,600,000 shares; issued 
1,479,330 shares (1,474,730 shares in 1965) (note 2). 

Retained earnings . 

Total stockholders’ equity. 


1966 

1965 

$ 206,208 

1,608,698 

1,140,009 

2,954,915 

203,367 

1,591,826 

1,309,689 

3,104,882 

189,739 

2,248,097 

10,578,192 ! 
12,826,289 i 

2,179,384 

9,080,469 

11,259,853 

$15,781,204 

14,554,474 



















































Dr Pepper Company and Subsidiaries 

Statement of Consolidated Earnings and Retained Earnings 

Year ended December 31 , 1966 with comparative figures for 1965 



Net sales . 

Cost of sales. 

Gross profit. 

Administrative, marketing and general expenses. 

Operating profit. 

Miscellaneous income — net. 

Earnings before income taxes. 

Federal and state income taxes. 

Net earnings. 

Retained earnings, beginning of year. 

Dividends paid — $.925 per share ($.775 per share in 1965). .. 

Retained earnings, end of year. 

Net earnings per share. 


See accompanying notes to consolidated financial statements. 


1966 

1965 

$28,660,482 

27,478,828 

12,098,275 

16,562,207 

12,749,087 

14,729,741 

11,373,408 

5,188,799 

10,328,910 

4,400,831 

227,866 

5,416,665 

114,312 

4,515,143 

2,552,086 

2,864,579 

2,165,430 

2,349,713 

9,080,469 

11,945,048 

7,870,632 

10,220,345 

1,366,856 

1,139,876 

$10,578,192 

9,080,469 

$1.94 

1.59 

































































Dr Pepper Company and Subsidiaries 

Consolidated Statement 

ol* Source and Application of Funds 

Year ended December 31 , 1966 with comparative figures for 1965 



1966 

1965 

Funds provided: 



Net earnings. 

$2,864,579 

2,349,713 

Add charge for depreciation 



which did not require funds. 

1,094,080 

1,042,477 

Funds derived from operations. 

3,958,659 

3,392,190 

Sale of 4,600 shares of common stock (15,500 



shares in 1965) (note 2). 

68,713 

231,531 

Reduction of notes receivable. 

84,948 

67,131 


$4,112,320 

3,690,852 

Funds applied: 



Dividends on common stock. 

1,366,856 

1,139,876 

Net additions to plant and equipment. 

1,044,998 

1,365,894 

Reduction of long-term debt. 

189,739 

183,569 

Increase in working capital. 

1,510,727 

1,001,513 


$4,112,320 

3,690,852 

See accompanying notes to consolidated financial statements. 




Accountants’ Report 

The Board of Directors 
Dr Pepper Company: 

We have examined the consolidated balance sheet 
of Dr Pepper Company and subsidiaries as of 
December 31, 1966 and the related statement of earnings 
and retained earnings and the consolidated statement of 
source and application of funds for the year then ended. 
Our examination was made in accordance with generally 
accepted auditing standards, and accordingly included 
such tests of the accounting records and such other 
auditing procedures as we considered necessary in the 
circumstances. 

In our opinion, such consolidated financial statements 
present fairly the financial position of Dr Pepper Company 
and subsidiaries at December 31, 1966 and the results 
of their operations for the year then ended, in 
conformity with generally accepted accounting principles 
applied on a basis consistent with that of the preceding 
year. Also, in our opinion, the accompanying consolidated 
statement of source and application of funds for the 
year ended December 31, 1966 presents fairly the 
information shown therein. 


Notes to Consolidated Financial Statements 


(1) Pension plan 

The Company and its subsidiaries have a pension plan 
for the benefit of their employees. The companies ex¬ 
pect to continue the plan indefinitely but have the right 
to discontinue it at any time. The cost of the plan 
amounted to $164,700 in 1966 and $151,491 in 1965. 
The unfunded past service cost applicable to employees 
presently covered by the plan amounted to approxi¬ 
mately $479,000 at December 31, 1966. 

(2) Stock option plans 

The Company has employees’ stock option plans cover¬ 
ing 78,700 shares of its common stock at December 31, 
1966. At the beginning of the year options had been 


December 31, 1966 


granted to purchase 49,200 shares at $14.94 per share 
and 11,000 shares at $30.25 per share, and during the 
year additional options were granted to purchase 10,000 
shares at $37.25 per share. During the year options 
were exercised for 4,600 shares at $14.94 per share and 
options were cancelled for 200 shares at $14.94 per 
share and 1,000 shares at $30.25 per share, leaving a 
balance of 44,400 shares at $14.94 per share. 10,000 
shares at $30.25 per share and 10,000 shares at $37.25 
per share under option at December 31, 1966. Unop¬ 
tioned shares at the beginning and end of the year 
were 23,100 and 14,300, respectively. The shares as to 
which options were exercisable at the beginning and 
end of the year were 18.800 and 33,400 respectively. 




Dallas, Texas 
January 30, 1967 






























Dr Pepper Company and Subsidiaries 

Ten Year Financial Review 

Years 1957 through 1963 adjusted for two-for-one stock split March 25, 1964 


Financial Results 


Year 

Net Sales 

Net Income 

Earnings 

Per Share 

Dividends 

Dividends 
Per Share 

Shares 

Outstanding 

1966 

$28,660,482 

2,864,579 

1.94 

1,366,856 

.92 Vi 

1,479,330 

1965 

27,478,828 

2,349,713 

1.59 

1,139,876 

.771/2 

1,474,730 

1964 

24,565,059 

1,842,790 

1.26 

872,321 

.60 

1,459,230 

1963 

21,783,299 

1,409,973 

.98 

631,200 

.43% 

1,442,730 

1962 

17,496,226 

969,227 

.68 

481,743 

.33% 

1,435,276 

1961 

14,820,390 

722,525 

.51 

413,492 

.30 

1,413,164 

1960 

13,308,488 

626,531 

.46 

404,175 

.30 

1,347,600 

1959 

12,443,610 

576,697 

.43 

403,320 

.30 

1,346,400 

1958 

11,459,916 

477,069 

.36 

402,000 

.30 

1,340,000 

1957 

11,032,318 

470,207 

.35 

402,450 

.30 

1,340,000 























































Financial Position 






m 



Current 

Current 

Working 

Fixed Assets 

Other 

Long Term 

Stkhldrs 

Book Value 

Year 

Assets 

Liabilities 

Capital 

Net 

Assets 

Indebtedness 

Equity 

Per Share 

1966 

$8,913,209 

2,954,915 

5,958,294 

6,352,006 

515,989 

— 

12,826,289 

8.67 

1965 

7,552,449 

3,104,882 

4,447,567 

6,401,088 

600,937 

189,739 

11,259,853 

7.64 

1964 

6,205,405 

2,759,351 

3,446,054 

6,240,171 

505,568 

373,308 

9,818,485 

6.73 

1963 

5,481,363 

2,699,541 

2,781,822 

5,707,937 

662,933 

550,944 

8,601,748 

5.96 

1962 

5,380,117 

2,184,204 

3,195,913 

4,521,620 

790,123 

722,881 

7,784,775 

5.42 

1961 

4,336,841 

1,682,005 

2,654,836 

4,468,695 

852,423 

791,963 

7,183,991 

5.08 

1960 

3,717,749 

1,698,191 

2,019,558 

4,480,203 

925,717 

929,786 

6,495,692 

4.82 

1959 

3,361,890 

1,396,050 

1,965,840 

4,418,205 

944,563 

1,062,552 

6,266,056 

4.65 

1958 

3,309,312 

1,152,032 

2,157,280 

4,242,362 

755,841 

1,101,627 

6,053,856 

4.52 

1957 

3,648,719 

932,765 

2,715,954 

3,876,637 

673,215 

1,287,019 

5,978,787 

4.46 

















































Distribution of Revenue 
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Raw Materials' 
Promotion, Advertising and Expansion 

Payrolls 
Taxes on Income 
Depreciation and Maintenance 
Packaging Cost 
Other Operating Expenses 
Dividends 
Retained in Business 



22 % 


32% 


Net Sales 

1966 was another record year for Dr Pepper with net 
dollar sales 4 plus percent higher than the previous 
year in 1965. This is below the increase in recent years 
due to the conversion from syrup to concentrate ship¬ 
ment to bottlers on April 1, which resulted in a reduc¬ 
tion in net sales value. Operating margin, however, 
remained at virtually the same level. 


Earnings Per Share 

Per share earnings on Dr Pepper Company’s common 
stock were 22 per cent above 1965. Effective in January 
last year quarterly dividend payments to shareholders 
were increased from 200 to 22Vi0 per share. In October 
there was another 2V40 boost, increasing the fourth 
quarter dividend, payable December 1, to 250. It was 
the 148th consecutive quarterly dividend paid by your 
company. Total authorized capital stock in the company 
at year’s end was 1,479,330 shares of no nominal or 
par value. Dividend payments amounted to 92V£0 per 
share for the year, compared to 77!/i0 per share in 
1965. 
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Advertising . . . 

Marketing . . . Promotion 


Dr Pepper advertising, marketing and promotion in 
1966 was based largely on the combined experience of 
Dr Pepper Company and its franchise bottlers. High¬ 
lights which follow indicate the scope of 1966 programs 
and activities. 

To present these programs to bottlers, annual meet¬ 
ings were held for comprehensive review of advertising 
and selling tools. These included a variety of items and 
a complete line of vending equipment. Tailored pro¬ 
grams for each bottler market were prepared in advance 
and company representatives worked closely with 
bottlers in putting these programs into action. All were 
designed to aid bottlers in building Dr Pepper sales at 
the local level. 

Dr Pepper Company designed and administered the 
national program — bottlers were urged to coordinate 
their local programs to gain maximum results at the 
point-of-sale. 

Timely promotions were held throughout the year. 
The annual Hot Dr Pepper promotion was particularly 
effective in boosting winter sales. Starting off in April 
was a national consumer contest called “Treads, 
Threads & Treasure/' offering handsome prizes as 
awards. 

Playing major roles in Dr Pepper advertising and 
promotion throughout the year were Donna Loren, 


























CANNED PRODUCT 



popular teenage songstress, and Dick Clark, nationally 
famous “Youth Spokesman” and popular emcee on the 
nationally televised American Bandstand. Both Donna 
and Dick worked for Dr Pepper in numerous capacities 
in advertising and through personal appearances. 

The monthly Dr Pepper President’s Award program 
again proved effective as a sales stimulator. Bottlers 
making the effort to win the award gained valuable 
results, not only in more sales but through other progres¬ 
sive accomplishments. 

Sampling activities and in-store merchandising were 
featured throughout 1966. Sales emphasis was centered 
on the use of eye-appealing point-of-sale materials and 
mass displays. 

Product packaging offered Dr Pepper to consumers 
in both returnable and non-returnable containers in a 
wide variety of sizes. Attractive cartons and new plastic 
cases were used effectively in store merchandising. 

Our Dr Pepper vending program in 1966 was the 
most comprehensive on record. A complete line of top- 
grade equipment, backed by an attractive bonus incen¬ 
tive program, brought good results. Fountain and can 
vending was used extensively in boosting distribution 
and sales in many areas. 

Among 1966 dealer promotions was one featuring 
Dr Pepper and ice cream titled “Have a Ball.” Another 
featured Dr Pepper in a “Boatload of Bargains.” 

A new institutional film was completed during the 
year. Theatre film trailers and full color television com¬ 
mercials were effective advertising tools used in pro¬ 
moting Dr Pepper sales. 

National media included television on all three major 
networks and full page ads in 22 leading national maga¬ 
zines. Dr Pepper co-op advertising combined with a 
prestige sign program enabled your company and its 
bottlers to effectively advance the Dr Pepper image. 













CONSUMER SERVICE 


HOT DR PEPPER 


POINT-OF-SALE 
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PROMOTION MATERIAL 



BOTTLING FACILITIES 



ROUTE SALES 
























A Fall promotion tied in with the National Football 
League offered autographed footballs as a premium. 
Winding up the year's major promotions was a Christ¬ 
mas display program using toy Dr Pepper identified 
trucks and tricycles as consumer premiums. 

Outstanding developments came from work done by 
the consumer service department. Its activities were 
expanded to numerous bottler markets where week-long 
cooking and sampling demonstrations were held. The 
department introduced new food and drink recipes 
featuring Dr Pepper as a flavoring ingredient. Other 
new ideas were introduced suggesting Dr Pepper usage 
with food in some interesting combinations. 

Three national events in which your company is a 
major participant each year are the Tournament of 
Roses Parade in Pasadena, Calif., the Cotton Bowl 
Parade in Dallas, Texas, and the Miss Teenage America 
Pageant held in Dallas. Each gives Dr Pepper national 
prominence since they are viewed by millions over 
major network television. Dr Pepper scored successes in 
the two parade events. Its float titled “Guliver’s Travels” 
in the Tournament of Roses parade captured the Prin¬ 
cess Award. In the Cotton Bowl Parade the Dr Pepper 
float, titled “Be My Valentine,” won top prize, the 
Sweepstakes Award. 

The Miss Teenage America program has far-reaching 
benefits for Dr Pepper since contestants come from 
many Dr Pepper franchise areas where local bottlers 
are participants in the program. This annual pageant 
is nationally televised in full color and viewed by several 
million people. 

The foregoing touched briefly on some of your com¬ 
pany’s 1966 advertising, marketing and promotional 
activities. Major effort goes into the development of 
plans and programs designed to expand Dr Pepper sales 
in maintaining the steady growth which has marked 
your company’s progress during the past ten years. This 
is done in a manner that will be economical and profit¬ 
able to your company ... to you the stockholder. 
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PRESIDENT'S AWARD 


MARKETING ADVISORY BOARD 


GENERAL MANAGER'S SEMINAR 















Special Events 


Highlighting Dr Pepper promotions in 1966 were 
three major events which were effective in building your 
company’s national image. These were the annual New 
Year’s Tournament of Roses Parade in Pasadena, Calif., 
the Cotton Bowl Parade in Dallas, Tex., and the Miss 
Teenage America Pageant in Dallas. 

Dr Pepper-sponsored floats in each parade event won 
major awards. In Pasadena the Dr Pepper float titled 
“Guliver’s Travels” won the Princess Award for the 
best in animation. In Dallas, the Dr Pepper entry titled 
“Be My Valentine” won top prize, the Sweepstakes 
Award. It marked the seventh year in which Dr Pepper 
was a participant in each, capturing six awards in the 
Tournament of Roses and five in the Cotton Bowl event. 

As a co-sponsor of the Miss Teenage America 
Pageant, Dr Pepper has gained further national recog¬ 
nation. Like the two parade events, the Miss Teenage 
America Pageant is televised nationally in full color 
and enjoys a high audience rating. This program has 
been particularly successful as an image-builder for 
Dr Pepper in the youth market. 


DICK CLARK AND DONNA LOREN 






MISS TEENAGE AMERICA 



TOURNAMENT OF ROSES PARADE 



COTTON BOWL PARADE 
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New Plant Construction 


New bottling plant construction during 1966 saw the 
completion of about a dozen modern facilities represent¬ 
ing several million dollars investment by franchise 
owners. These improvements played an important part 
in upgrading local companies and boosting sales as 
well. 

Locations where some of these installations were 
made follow: Billings, Mont.; Winslow, Ariz.; Missoula, 
Mont.; Clarksville, Tenn.; Greenville, S. C.; Birming¬ 
ham, Ala.; Paragould, Ark.; Corpus Christi, Tex.; Del 
Rio, Tex.; Crockett, Tex.; Baltimore, Md.; Evansville, 
Ind.; and Austin, Tex. 

Presently there are numerous other new plants either 
under construction or planned for completion in 1967. 

Expansion of plant operations is indicative of in¬ 
creased volume in all locations; in some it was the 
result of enlarged companies and mergers. This expan¬ 
sion program has brought immediate sales improve¬ 
ment for Dr Pepper in the areas involved. Indications 
point to more activity in this area in 1967. 

































Market Growth 

Dr Pepper distribution and availability 
was greatly improved during 1966 as a result of 
aggressive franchise activity which brought 
about numerous territory realignments and 
bottling plant consolidations. New 
distribution was accomplished through the 
franchising of new bottlers. 

Dr Pepper Company centered its effort on 
strengthening Dr Pepper’s position in 
major markets. Two of these, where significant 
improvement in product availability and 
sales resulted, were Denver, Colo., and 
Chicago, III. Other key locations where new 
franchise owners brought significant 
improvement in availability and sales were 
Austin, Tex., Tulsa, Okla., Corpus Christi, 

Tex., Lubbock, Tex., Amarillo, Tex., 

Shreveport, La., Natchez, Miss., and Fort 
Wayne, Ind. Marked progress was also made 
in other areas, however. 

At year’s end there were 460 franchised 
Dr Pepper bottling plants servicing better than 
80 per cent of the United States population. 

Plans for the current year call for 
continuation of the company’s franchising 
effort. Emphasis will be on strengthening 
already franchised areas where possible as well 
as to expand distribution to include any 
unserviced territory. 
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